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SERVICES 
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INPUT  


SUPPLEMENTARY  MATERIAL 
PROVIDED  DURING  ENGAGEMENT 


o  FAULT-TOLERANT  SYSTEMS 

•  0/A  IN  LARGE  FIRMS 

o  BUSINESS  USE  OF  PERSONAL  COMPUTERS 

•  INTEGRATED  SYSTEMS 

•  CAD /CAM 

•  PAY-BY-PHONE,  EFTS  FORECASTS 

•  USER  PLANNING  REPORTS  1981  ,  1982,  1  983 

•  PLANNING  FOR  OFFICE  AUTOMATION  REPORT 

•  VAN  REPORT 

•  BANKING  OPPORTUNITIES  REPORT 


INPUT  — ^ 


GENERAL  SEGMENT  COMMENTS 


IN  GENERAL,  VERY  WELL  PREPARED. - 


GOOD  UNDERSTANDING  OF  REMARKABLY  COMPLEX 
MARKETS  DEVELOPED  IN  A  SHORT  TIME. 


•       READY  TO  GO  TO  "MARKET"  WITHOUT  FEAR  OF 
EMBARASSMENT. 


Digitized  by  the  Internet  Arcliive 

in  2015 
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littps://archive.org/details/summarypresentatunse 


GENERAL  SEGMENT  COMMENTS      -  CONT'D. 


•  THERE  IS  NO    SUBSTITUTE  FOR  REAL  WORLD  CONTACT. 

•  TAKE  ADVANTAGE  OF  CURRENT  HIGH  INTEREST  IN 
AT&T  ACTIVITIES,  POSTURE,  NEW  SERVICES. 

•  EMPHASIZE  NEW  ATTITUDES,  CAPABILITIES,  SERVICES, 
PARTNERSHIP  POTENTIALS. 

•  NOT  ABI,  NOT  COMPETITIVE  =  SUBTLE  BUT  CLEAR 
SECONDARY  MESSAGE. 

•  IF  NOT  MADE  CLEAR  AND  CREDIBLE,  PROBABILITY  OF 
LOW-YIELD  EXPLOITATION  IS  HIGH  AND  PROBABILITY 
OF  PRODUCTIVE  RELATIONSHIPS  IS  LOW. 

•  RECOGNIZE  THAT  IN  SOME  SECTORS  THERE  WILL  BE  A 
WARINESS  WHICH  WILL  TAKE  TIME  TO  OVERCOME. 


INPUT 


EXCLUSIVITY  OF  ARRANGEMENTS 


•  IN  GENERAL,  INPUT  DOES  NOT  BELIEVE  THAT  EXCLUSIVITY 
PRESENTS  MATERIAL  BENEFITS. 

•  HAS  CONSIDERABLE  RISKS. 

MAY  DRIVE  FIRMS  TO  COMPETITORS  WHEN 
THEY  EMERGE. 

LIMITS  POTENTIAL  REVENUE  GENERATION. 

COULD  BE  ALLEDGED  TO  BE  VIOLATION  OF  CO^^ON 

CARRIER  "TRADITION." 

•  VIABLE  ONLY  WHEN  PURSUED  WITH  DOMINANT  VENDOR. 

ONE  DOMINANT  VENDOR  UNLIKELY  TO  CONSIDER 
AS  DESIRABLE. 

MUST  HAVE  EGT  50%  OF  MARKET  TO  WORK  WELL. 
MOST  MARKETS  HAVE  NO  DOMINANT  VENDOR. 
MARKET  SHARES  CHANGE     RAPIDLY,  HEIGHTENING 
RISK. 

•  EXCLUSIVITY  PRESUMES  A  FORM  OF  DIRECT  COMPETITION 
ONLY  RARELY  FOUND  IN  INFO  MARKETS. 


INPUT 


EXCLUSIVITY  OF  ARRANGEMENTS     -  CONT'D. 


•  COPY  PRODUCTS  COMMON  IN  MANY  MARKETS. 

•  NATURE  OF  DEVELOPMENTAL  RELATIONS  ACTIVITIES 
LOGICALLY  PRECLUDES  EXCLUSIVITY,  COMPLICATING 
INTER-SEGMENT  COOPERATION.  ' 

•  EXCLUSIVITY  PRECLUDES  GENERIC  PROMOTION  OF 
APPLICATIONS  (BY  DEFINITION). 

•  DEFACTO  "EXCLUSIVITY"  WILL  NATURALLY  EMERGE  AS 
VENDOR  RELATIONSHIPS  DEVELOP,  E.G.  SOME  VENDORS 
WILL  TAKE  A  MORE  ACTIVE  ROLE  THAN  OTHERS. 

•  ANYTHING  OF  VALUE  OFFERED  IS  OF  VALUE  TO  ALL. 
EXCLUSIVITY  PRESUMES  "WEAK"  INTERMEDIARY 
INCENTIVES  WHICH  NEED  TO  BE  STRENGTHENED  BY 
LIMITED  AVAILABILITY. 

•  IN  A  MARKET  SENSE  EXCLUSIVITY  IS  UNDESIRABLE. 


INPUT 
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ATTRIBUTE  ABSTRACT  -  CO-MARKETING 


BELL  IMAGE 

•  FINANCIAL  STABILITY 

•  TECHNOLOGICAL  CAPABILITY 

•  SERVICE  COMMITMENT 

•  MARKET  KNOWLEDGE 

•  SERVICE  RANGE 

•  GEOGRAPHIC  SCOPE 

NETWORK  PROFILE 

•  UBIQUITY 

•  CAPACITY 

•  TRAFFIC  VARIETY 

•  NEW  SERVICES  (N)  ^ 

•  ONE  STOP  (FULL  SERVICE) 

•  END-TO-END  (?) 

•  RELIABILITY  NOT  MENTIONED 

•  LOWER  FUTURE  COSTS  (N) 

 INPUT 


ATTRIBUTE  ABSTRACT 


-  CO-MARKETING 


CONT'D. 


INFORMATION 

•  FUTURE  PLANS  (N) 

•  '      MARKET  RESEARCH  (N) 

•  TECH.  REFS. 

•  TARIFF  ACCESS 

•  ACCESS  TO  OPPORTUNITIES  (N) 

NETWORK  DESIGN 

•  ASSIST  WITH  COMPLEX  NETS 

•  JOINT  PRESENTATIONS 

•  SINGLE  CONTACT  POINT 

ADVERTISING 

•  CONCEPT /APPLICATION  (N) 

•  CO-OP  (N) 

•  DIRECT  RESPONSE  (N) 
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ATTRIBUTE  ABSTRACT  -  CO-MARKETING      -  CONT'D. 


SALES  FORCE 

•  REFERRAL  (POLICY  CHANGE) 

•  TRAINING  FOR  VENDOR  SALES  (N) 
o  SALES  CENTERS  (POSSIBLE) 

REVENUE  SHARING  (POLICY  CHANGE) 


PLUS  DESIRE  TO  AFFILIATE  TO  PROMOTE  PACKAGING  AND 
RECOMMENDATIONS. 


(N)  =  NEW 


GENERAL  COMMENTS  ON  ATTRIBUTES 


OF  THE  28  IDENTIFIED  ATTRIBUTES,   9  -  32%  -  ARE 
"NEW"  IN  SOME  SENSE,  E.G.  NOT  PREVIOUSLY 
AVAILABLE  THROUGH  SOME  OTHER  BELL  SYSTEM 
SOURCE. 

WHAT  IS  REALLY  NEW  IS  THE  OFFER  OF  A  RELATIONSHIP. 
THIS  CAN  CAUSE  CONFUSION  FOR  THE  SOPHISTICATED. 

BENEFITS  THAT  "WORK"  WILL  HAVE  A  SHORT-TERM 
PAYOFF  AND  A  CONTINUOUS  PAY-OFF. 

BENEFITS  MUST  BE  MADE  TANGIBLE  AND  CASE  SPECIFIC. 

SUCCESSFUL  VENDORS  WILL  WANT  SPECIFICS  QUICKLY. 

LESS  SUCCESSFUL  VENDORS  WILL  BE  WILLING  TO  "TALK" 
FOR  LONGER  PERIODS  AS  THEY  SEARCH  FOR  THE  POSSIBLE 
PAY-OFF. 


V 


INPUT 


 ■  N 


GENERAL  COMMENTS  ON  ATTRIBUTES      -  CONT'D 


IN  GENERAL,  CONCENTRATE  ON  ECONOMIC  AND  MARKET 
TANGIBLES. 

BUT  FOR  SOME  (MOSTLY  SMALL  COMPANIES)  BELL 
VALIDATION  AND  "PROOF  OF  QUALITY"  CAN  BE 
SIGNIFICANT. 

IN  EACH  CASE  ANALYSE  "WHAT  IS  THE  OFFER?" 
THE  VENDOR  CERTAINLY  WILL. 

SUGGEST  SPECIFIC  TIES  TO  NEW  SERVICES: 

"HOW  56  SWITCHED  CAN  AID  CAD/CAM  SALES  PRODUCTIVITY" 

"HOW  TO  EXPAND  THE  DISASTER  RECOVERY  MARKET  WITH 
WIDEBAND  DIGITAL  SERVICES" 

"IMPROVING  THE  RELIABILITY  OF  FAULT-TOLERANT  SYSTEMS 
WITH  DIGITAL  COMMUNICATIONS" 

"HOW  ATTIX  NETWORK  ANALYSIS  CAN  SAVE  YOUR 
CUSTOMERS  THOUSANDS  OF  DOLLARS  IN  COMMUNICATIONS 
COSTS" 


INPUT  


GENERAL  COMMENTS  ON  ATTRIBUTES 


CONT'D. 


"INCREASING  SALES  PRODUCTIVITY  THROUGH  ATTIX 
COMMUNICATIONS  TRAINING" 

"HOW  TO  REDUCE  NETWORK  CAPITAL  REQUIREMENTS 
AND  CAIN  THROUGHPUT  AT  THE  SAME  TIME" 

"HOW  NEW  ATTIX  SERVICES  WILL  GROW  YOUR  MARKETS 

LOOK  FOR  THE  HOOK,  TRY  TO  IDENTIFY  SINGLE  KEY 
PROPOSITIONS  FOR  SUB-SEGMENTS. 


INPUT — ^ 


COMMENTS  ON  SPECIFIC  ATTRIBUTES 


BELL  IMAGE. 

•  ACTUAL  IMACE  WILL  VARY  BY  SUB-SEGMENT. 

INFO  SERVICES,  VANS  MAY  SEE  AS  COMPETITIVE. 
COMM.  EQUIP.  MFCS.  WILL  SEE  AS  THE  ENVIRONMENT, 
POSSIBLY  COMPETITIVE. 

SMALL,  QUALITY  ORIENTED  MFCS.  AND  TURNKEY  MAY 
SEE  VALUE  IN  VALIDATION. 

•  ATTITUDES  WILL  CHANGE  OVER  TIME. 

•  MARKET  KNOWLEDGE,  SERVICE  RANGE,  GEOGRAPHIC  SCOPE 
NOT  LIKELY  TO  HAVE  HIGH  VALUE  IN  NICHE-ORIENTED 
SEGMENTS. 

•  TECHNOLOGICAL  CAPABILITY  BEST  DEMONSTRATED  BY 
NEW  SERVICES  (NOW  NON-STATIONARY). 

•  SERVICE  COMMITMENT  -  NOT  NEW  BUT  POTENTIALLY 
ATTRACTIVE  TO  LARGE  SYSTEM  PURVEYORS  OR  HIGH 
RELIABILITY  REQUIREMENT  SERVICES  AND  SYSTEMS 
SELLERS 


INPUT 


COMMENTS  ON  SPECIFIC  ATTRIBUTES      -  CONT'D. 


SURPRISING  THAT  RELIABILITY  IS  NOT  MENTIONED. 

A  WIDELY  RECOGNIZED  PROBLEM  WITH  OCC'S,  VANS, 
RESELLERS. 

CRITICAL  IN  MANY  DATA  APPLICATIONS: 
RCS 

EFT  .       -  - 

ORDER  ENTRY 


INFORMATION 

•  FUTURE  PLANS  CRITICAL  TO  HARDWARE  MANUFACTURERS, 
VANS,  RCS,  DB  PROVIDERS. 

•  MARKET  RESEARCH  LIKELY  TO  ELICIT  A  MIXED  RESPONSE. 

SMALL,  FAST  GROWERS  DON'T  LIKE  OR  NEED. 
LARGE  COMPANIES  SELF-PROVIDED. 
HIGHEST  INTEREST  LIKELY  AMONG  MEDIUM  SIZE 
MODERATE  GROWTH  COMPANIES. 


COMMENTS  ON  SPECIFIC  ATTRIBUTES 


CONT'D. 


•  TECH  REFS  AND  TARIFF  ACCESS  USUALLY  AVAILABLE 
NOW  TO  THOSE  WHO  NEED. 

•  ACCESS  TO  OPPORTUNITIES  -  IF  PROBABLE  AND 
DELIVERABLE  POWERFUL  TO  ALL,  BUT  SOME  INTANGI- 
BILITY. 


NETWORK  PROFILE 

•  DIFFICULT  TO  SEE  MATERIAL  BENEFITS  IN  UBIQUITY, 
CAPACITY  AND  TRAFFIC  VARIETY  ATTRIBUTES  FROM 
INTERMEDIARY'S  PERSPECTIVE. 

•  NEW  SERVICES  AN  OBVIOUS  AND  POWERFUL  BENEFIT 
TO  ALL  BUT: 

PRICING  WILL  BE  IMPORTANT. 

TIMING  AND  LOCATION  AVAILABILITY  CRITICAL. 
INTERACTIONS  WITH  EXISTING  SERVICES  IMPORTANT 


INPUT 


COMMENTS  ON  SPECIFIC  ATTRIBUTES      -  CONT'D 


FULL  SERVICE  AND  END-TO-END  CAPABILITIES  USEFUL 
TO  SMALLER  INFO  SERVICES  COMPANIES  AND  COMPUTER 
MFCS.  BECAUSE  IT  REDUCES  NETWORK  MANAGEMENT 
DEMANDS. 

LOWER  FUTURE  COSTS  -  EXTREMELY  POWERFUL  POINT 
BUT  : 

TIMING 

SPECIFIC  SERVICES  AFFECTED 
RATE  OF  REDUCTION 
RISING  LOCAL  COSTS 
MAKE  THIS  A  VERY  COMPLEX  ISSUE  FOR  VENDORS. 

COMMUNICATION  MANAGERS  BELIEVE  COSTS  WILL  RISE 
AS  A  RESULT  OF  DIVESTITURE. 


NETWORK  DESIGN 

•  COMPLEX  NETS  -  POWERFUL  IF  VALUE  CAN  BE  SPECIFICALLY 

SHOWN,  PARTICULARLY  TO  MAINFRAMERS,  SUPER  MINI, 
ATM  MFCS.  AND  MEDIUM  SERVICE  COMPANIES. 
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COMMENTS  ON  SPECIFIC  ATTRIBUTES 


CONT'D. 


•  JOINT  PRESENTATIONS  ATTRACTIVE  TO  SMALL  COMPANIES 
AND  WEAKER  PRODUCT  LINES  AT  LARGE  COMPANIES 
(HALO  EFFECT). 

•  SPOC  -  MODESTLY  ATTRACTIVE  TO  MEDIUM  COMPANIES 
IN  SERVICES.  .       -  ^ 

ADVERTISING  .  ■ 

•  VERY  POWERFUL  INCENTIVE  FOR: 

SMALL  COMPANIES. 

NEW  PRODUCTS  AT  LARGE  COMPANIES. 

•  SUBTLE  BECAUSE: 

WILL  BE  MOST  ATTRACTIVE  WITH  RISKY  PRODUCTS. 
CONCEPT  ADS  MAY  ASSIST  COMPETITORS. 

•  TOUGH  TO  CALIBRATE  RETURN  ON  INVESTMENT. 


"LEADING  EDGE"  IMAGE  USEFUL? 


COMMENTS  ON  SPECIFIC  ATTRIBUTES 


CONT'D. 


SALES  FORCE 

•  LEAD  GENERATION  (REFERRAL)  VERY  POWERFUL  FOR 
ALL  IF  IT  CAN  BE  ARRANGED. 

•  TRAINING  POTENTIALLY  BENEFICIAL  FOR  COMMUNICATION 
INTENSIVE  SEGMENTS  BUT  WILL  PROBABLY  BE  DIFFICULT 
TO  CONVICE  VENDORS  THAT  MUCH  VALUE  IS  ADDED  OVER 
THEIR  INHOUSE  TRAINING  (NIH), 

•  SALES  CENTERS  -  MODEST  BENEFIT  IN  MORE  LOCALIZED 
SUPPORT. 

•  REVENUE  SHARING  COMPLETELY  REVISES  THE  WORLD. 


INPUT 


BRIDGING  COMMENTS 


THE  FOLLOWING  AREAS  WERE  REVIEWED  WITHIN  ORIGINAL 
SEGMENTS: 

•  DATA/CPE 

MAINFRAME 
MINIS 

DATA  COMM.  EQUIPMENT 

•  INFORMATION  SERVICES 

RCS  FIRMS 
TURNKEY 
CAD /CAM 

•  OFFICE  SYSTEMS 

PERSONAL  COMPUTERS 
INTEGRATED  OFFICE  SYSTEMS 
E  MAIL 
FAX 


INPUT 
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BRIDGING  COMMENTS      -  CONT'D. 


CONSULTANT  LIAISON 

DELIVERY  CHANNELS 
INTERFACES 
CONTACT  POINTS 


OTHER  -  VANS 

JOINT  MAINTENANCE 
VOICE  RESPONSE 
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INPUT 


INITIAL  IMPRESSIONS 


DOCUMENTS  DID  NOT  ALWAYS  REFLECT  QUALITY  AND 
DEPTH  OF  UNDERSTANDING  FOUND  IN  CONVERSATIONS. 

SOMEWHAT  UNUSUAL  ASSIGNMENTS  OF  SUBSEGMENTS: 
PERSONAL  COMPUTERS 
E  MAIL 
VANS 

SITUATION  RE  ASSIGNMENTS  NOW  MUCH  IMPROVED  WITH 
PLACEMENT  OF  VANS  WITH  INFO  SERVICES  AND  O /A  WITH 
DATA  CPE. 

ABSENCE  OF  PRODUCT  SPECIFIC  COMPONENT  IN  SEGMENTS 
(REMAIRS  TO  SOME  EXTENT). 

ATTRACTION  TO  GLAMOUROUS  WITH  LOW  REVENUE 
POTENTIAL,    E.G.  E  MAIL,  PC'S,  OFFSHORE  TECH, 
HOME  SERVICES  -  FUTURE  BETS,  NOT  PRESENT  BETS. 


INPUT 
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INITIAL  IMPRESSIONS 


CONT'D 


STRONG  NEED  TO  CALIBRATE  REVENUE  OPPORTUNITIES, 
(NOW  IN  PROCESS)  PRIORITIES  SHOULD  BE  SET,  OPPORT- 
UNITY FILTERS  CREATED. 

NEED  TO  DEVELOP  ORDERLY  CROSS-SEGMENT  APPROACHES 
TO  SOME  MARKETS. 
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INPUT  


MAIN  CURRENT  SEGMENT  COMMENTS  (RISK  EMPHASIS) 


DATA/CPE 

•  MAINFRAME  -  TAKE  GREAT  CARE  IN  CHOOSING  AFFILIATIONS, 
SOME  VENDORS  HAVE  POOR  REPUTATIONS  WITH  CUSTOMERS 
(OFTEN  PRODUCT  SPECIFIC). 

•  MIN  IS  -  A  CLOSE  LOOK  AT  FAULT-TOLERANT  SYSTEMS 
RECOMMENDED,  ALSO  NEW  PLAYERS  SUCH  AS  APOLLO, 
CHARLES  RIVER  DATA  SYSTEMS. 

•  DATA  COMM  -  SEEMS  STRAIGHTFORWARD.    A  FRAGILE 
COMPANY  PROBLEM? 

•  PERSONAL  COMPUTERS  -  MOST  INTER-LATA  COMM.  LIKELY 
THRU  VANS,  EXISTING  CORPORATE  NETS.  CURRENTLY 
LESS  THAN  5%  COMMUN ICAT I NG  IN  CORPORATE  ENVIRON-  , 
MENTS;  PROBABLY  LESS  IN  SMALL  BUSINESS  AND  HOME. 

•  INTEGRATED  OFFICE  SYSTEMS  -  MASSIVE  BEHAVIORAL 
CHANGE  PLUS  CAPITAL  INVESTMENT  REQUIRED;  PROBABLY 
FAR  FUTURE. 


MAIN  CURRENT  SEGMENT  COMMENTS      -  CONT'D. 


•  E  MAIL  -  MULTI-MODAL  DELIVERY,  HEAVY  SERVICE  CO. 
INVOLVEMENT.     DECLINING  DP  DEPT.  INTEREST;  VANS 
ALSO  INVOLVED  STRONGLY, 

•  FAX  -  SLOW  GROWTH  MARKET  IN  UNIT  SHIPS;  SUSPECT 
HEAVY  REPLACEMENT  COMPONENT;  A  1/3  DECLINE  IN 
TRANSMISSION  MINUTES  IMPLIED  BY  PUBLIC  FORECASTS. 

INFORMATION  SERVICES 

•  RCS  FIRMS  -  CAUTION  SIMILAR  TO  MAINFRAMES  BUT  MORE 
A  "PEER"  REPUTATION  PROBLEM. 

•  VANS  -  CRITICAL  ROLE  FOR  SMALL  RCS  FIRMS,  DB 

^   PROVIDERS.     CUSTOMERS  ARE  NOT  VERY  HAPPY.  PROPERLY 
PLACED  WITH  INFORMATION    SERVICES.       LOOK  FOR  MANY 
NEW  ENTRANTS. 

•  CAD/CAM  -  GENUINE  "MARKET  MAKING"  OPPORTUNITY  BUT 
RATIONALIZATION  OF  SEGMENT  RESPONSIBILITY  DESIRABLE. 


INPUT 
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MAIN  CURRENT  SEGMENT  COMMENTS 


CONT'D. 


CONSULTANT  LIAISON 

•       SUGGEST  GREAT  CARE  UNTIL  FIRST-HAND  KNOWLEDGE 
IS  INCREASED,  MANY  SUBTLE  RELATIONSHIPS  CAN  BE 
SIGNIFICANT  EVEN  IF  NOT  "REVENUE-PRODUCING." 


INPUT 


PRODUCT  SPECIFIC  COMPONENT 


•  SEEMS  TO  BE  IN  DEVELOPMENTAL  RELATIONS  AREA. 

•  IMPORTANT  TO  BRING  SPECIFICS  ON  PRODUCT  TO 
OTHER  SEGMENTS. 

•  ALSO  IMPORTANT  NOT  TO  HOBBLE  D.R.  SUCCESS. 

•  SUGGEST  "PACKAGING"  AS  A  SOLUTION  TO  CAPITALIZE 
ON  ATTRACTIVENESS  OF  FUTURE  PRODUCT  INFORMATION. 

•  SUCH  A  TIE-IN  CANNOT  BE  ABSOLUTE  OR  A  REQUIRE- 
MENT. 

•  BY  DEALING  IN  SPECIFICS  (AS  SUGGESTED  EARLIER) 
CO-MARKETING  WILL  BE  PERCEIVED  AS  THE  SOURCE  OF 
VALUABLE  "INSIDE"  FUTURE  INFO,  ENHANCING  SOURCE 
CREDIBILITY  AND  PERCEPTION  AS  AUTHORITATIVE. 
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CAD/CAM  AND  THE  VAX  11/780 


INCREASED  COMMUNICATIONS  POTENTIAL. 

11  /780  MOST  HEAVILY  USED  CAD/CAM  PROCESSOR. 

CAD/CAM  VENDORS  ARE  MOSTLY  TURNKEY. 

WHO  SHOULD  PURSUE?    ANSWER  DATA/CPE  AND 
INFO  SYSTEMS. 

DATA/CPE  SHOULD  PUSH  COMMUNICATIONS  FROM 
DEC  END. 

INFO  SYSTEMS  SHOULD  PULL  COMMUNICATIONS  FROM 
TURNKEYS  IN  A-E-C  CAD/CAM  MARKET  END. 

RESULT  -  FASTER  REALIZATION  OF  POTENTIAL, 
POSSIBLE  AGENT  ROLE  FOR  INTERMEDIARY  MARKETING 
IN  WHICH  IM  IS  IMPORTANT  TO  BOTH  GROUPS  WHILE 
GENERATING  NEW  REVENUE. 


INPUT — ^ 


CAD/CAM  AND  THE  VAX  11  /780      -  CONT'D. 


SAME  ROLE  COORDINATION  POSSIBLE  IN  FAULT- 
TOLERANT  SYSTEMS,  ATM-EFT  NATIONAL  NETWORKS. 

BASIC  CONCEPT  -  SIMULTANEOUSLY  STIMULATE  SUPPLY 
AND  DEMAND.    THIS  IS  SOMETIMES  KNOWN  AS  MAKING 
A  MARKET. 


CURRENT  VIEWS 


MUCH  PROGRESS  MADE  IN  SHORT  TIME. 

SEGMENT  COORDINATION  REMAINS  A  NEED. 

PRODUCT  SPECIFIC  COMPONENT  STILL  NEEDED. 

EMPHASIS  ON  "FUTURES"  SEEMS  TO  BE  LOWER. 

OPPORTUNITIES  IN  CAD/CAM,  FAULT-TOLERANT  SYSTEMS 
UNCOVERED/VERIFIED  IN  COURSE  OF  ENGAGEMENT. 

THIS  GROUP  IS  WELL-PREPARED  TO  COPE  WITH  ITS 
MISSION  SUCCESSFULLY. 


